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The assignment of this subject has caused the writer considerable 
concern for we have been able to’find but little published material dealing 
specifically with coordinating .rélationship of commodity subject matter ex- 
tension projects. Since developments along these lines have been recent and 
have not yet apparently found their way into printed fofm we directed the 
following query to eight central states. "Io you have any operative or 
planned extension activities in your State which attemvis to coordinate ex-. 
tension marketing, farm management’ and production progrems into a: unified 
county project adapted: bo its community needs?" In the replies received we 
noted that many of the States were giving the question considerable thought 
and in a few instances had done’ some work along these lines, although no 
written continuous program of projects has yét been evidenced. As one State 
puts it, "no doubt, we are groping in that direction.? Some of the state- 
ments vate are significant. : 


A representative of The Farm Management Department of The Missouri 
College of Agriculture makes the following comments: 


NAt this time, I am engaged in writing up a new program of work in 
which I propose to use as a vehicle for farm management extension, and if 
possible, for marketing extension, the agricultural outlook project. In 
the past three years, we have been “holding a State wide series of one day 
régional agricultural outlook conferences in February and March, end, a 
less extensive series on individual commodity price ads Mioaaelgee in the sum— 
mer or fall months, as the occasion justifies. 


"While this type of extension work has beer en unqualified success 
and has met with the enthusiastic approval and plainly evident interest of, 
farmers, we have felt that thére should be tied in- with this work year 
round activities on the part of county extension agents, local leaders and 
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the specialist concerned, in which method and result demonstrations would 
be a part. <A "Farm Budgeting Project" would seem to offer a foot hold for 
such demonstrations in farm management and a means of developing some farm 
management demonstrations through farm accounting. As yet, we have not 
been able to settle ue a, definite tie up of marketing oe work with 
this program of eek 


A Brora approach is seen by the following statement made by The 
Department of Rural Economics of. the eee Uy, of Nebraskas 


"The farm management Bel market specialists office in the Department 
of Rural Economics and are responsible to the department for subject matter. 
As a result their programs are coordinated, although they are really dis- 
tinct programs instead.of one enlarged program. 


"Several of the county extension agents are planning to use the re- 
sults from farm record books rather extensively as a basis for a county 
production program. The agent in Cass County, Nebraska, where we have had 
the most farm account books for the longest period of time is using his re- 
sults quite extensively as a basis for his production program. He is suc- 
ceeding so well that. quite a good many of the other agents have come to 
believe that his plan furnishes the only definite base." 


A third viewpoint iter eaes by a representative of the Department 
of Markets of the University of Kentucky. His summary is as follows$ 


"In Kentucky we have attempted practically nothing along this line 
with the exception of egg marketing, Lanes has been planned and which will 
be carried out at a future-time. 


"Our marketing specialist worked with the county agent in Grayson 
County, Kentucky, and visited a number of buyers of eggs in that county. 
At these visits the need for buying according to grade was emphasized and 
it is hoped that the buyers will cooperate with us‘and buy eggs according 
ta grade. One big buyer has already agreed to buy eggs according to grade. 
It is planned as soon as the buyers agree to buy eggs according to grade to 
go into Grayson County and hold a series of meetings. These meetings will 
be attended by ous marketing specialist and by a poultry specialist from 
She Poultry Department. The marketing specialist will discuss the market- 
ing of eggs with special emphasis on.the need for careful grading ahd the 
buying of eggs according to grade. He will also demonstrate egg grading 
at the meetings.. The poultry specialist will talk generally in regard to . 
poultry production and emphasize the need for standardization of breeds to 
get eges of uniform color and also the need for proper feeding and proper 
handling of eggse Such a program we feel will result in a large percentage 
of good eggs being sold in Grayson County, and will also mean that the pro-— 
ducer will be paid a higher price for good eggse 


"While, in Minnesota I did some marketing extension work. One of our 
projects Was to improve the quality of products marketed by growers in. 
Minnesotae <A series of potato schools were held which I attended as mar- 
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keting specialist, ee lire Rose, our extension plant pathologist, WAS) 2180 
present! | I talked about the economic situation in the potato industry and 
the need for marketing high. grade potatoes.: In this connection I emphasized 
proper grading and demonstrated the U. S. gradese Mr. Rose talked about 
potato production, especially methods of disease control. We felt this was 
essential because it is necessary to produce potatoes free from aE raes pi 
potatoes of high quality are to be marketed. These meetings were fairly well 
attended and were a means of educat ing the grower to produce fetter potatoes 
and market them properly." 


A different,type of development is noted in Indiana where detailed 
studies of agricultural conditions have been made in a mumber of. countiese 
They plan to use the data. secured as a basis of extension work. In Ohio, 
county analysis stressing the sources of income is growing in use as a guide 
for building county programs. Seasonal meetings on timely economic informa- 
tion have been successfully conducted in both Ohio and Iowa during the past 
two or three. years, 


From the above comments we note three plans each attempting to bring 
about a closer correlation of certain extension activities - one between 
marketing and farm management, one between farm management and production and 
one between marketing and production. Every State mst necessarily develop 
its own individual approach to the problem. A plan suitable to one may not 
meet the required conditions of another. It should make little difference, 


however, whether farm management, production or marketing is used as the ve- 


hicle of program development if there is a real need and a demand for a 
correlated program. Certainly a closer unity of working relationships will 


‘grow out of these associations as the proposed projects pass through the 
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actual operative stage of experimentation. 


The time has certainly arrived when we can no long ver think of the 
problems involved in any extensive scale of agricultural marketing, or deal 
with the economics of market movements of products, or reduce the handling 
and distributive food losses without. encountering some of the difficulties 
found in the production processes. 


For example, we imow of an Ohio county where about 66% of the veal 
calves sell for a premium on the market. een mae those who sell calves 
are generally well satisfied with their returns, This condition when anal- 
yzed, however, is largely a reflection of a aie bred sire project put on 
in the county some six oar seven years agoe In this same county only about 
40% of the lambs are being sold in the top grades on the market. Obviously 
many of the sheep producers have not been. satisfied with the market grades 
received and the corresponding price paid for their lambs, They think 
something is wrong and they are right. But the trouble exists largely with 
the producere He does not appreciate the relationship and the importance of 
controlling parasites and the necessity of proper feeding if he is to make 
finished lambs at the weight demanded by the higher quality market grades. fi 
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To further illustrate the marketing viewpoint we might analyze some 
of thé losses which occur during’ the process. of markéting hogse Approxi- 
mately 150,000 hog carcasses weré condemned under Federal Inspection.in 1928. 
On the basis of the average’ Chicago’ price paid for packer and. shipper pur- 
chases this loss approximated three. and a Quarter million dollars, It is 
important to note in this connection that 49%, of this loss. was due to hog 
cholera and tuberculosis, two farm diseases, the control of which lies al- 
most entirely within the hands of the producer. Sooner or later packer kill- 
ing sheets will determine the location of heavy disease infected arease 
Under such conditions one cannot criticise the pacxer for avoiding further 
purchases from these districts, as first choice, or a discounting of price 
paid accordingly to cover the occurrence of such loss There are places in 
the Corn Belt where ‘such conditions exist. Bue erenaihcor who is unfortunate 
enough to be raising hogs in such places has a real: marketing problem to 
meet. In Ohio this situation becomes more critical where cooperative direct— 
to-packer selling is being developed in some. counties on the basis of a 
guaranteed yield and disease free carcasses on the rail. On the other hand 
these marketing losses are small compared to corresponding production losseSe 
The average annual farm loss from hog cholera alone was approximately 
$26,000,000 for the years 1920 to 1928 inclusive according to a statement 
made by the Bureau of Animal Industry. No one can deny an existing rela- 
tionship in this situation. The elimination of these farm losses would 
automatically eliminate the corresponding market losses. 


Since this loss problem is combined in both the production and the 
marketing processes it would deem that the best extension approach to its 
solution would be by a combined project executed by both a marketing special- 
ist and a hog production specialist. ‘The producer point .of view should be 
the guide to its development. The farmer, not the extension service, is 
face to face with the problems involved in the production and marketing of 
quality hogse Thus the extension man in marketing must concern himself not 
only with specific marketing teat: put with farm and community problems 
related to marketing. 


Considerable worl: alorig these lines has been done on a coordinated 
extension marketing and extension production project in Ohio during the past 
two yearse To illustrate the method of approach we will make a rather de- 
tailed statement covering the development of our operative marketing and 

' production swine ProcraMme 


Back in 1926 we received a request from Mre Re We. Munger, county. 
agricultural agent of Shelby County, to attend the annual meeting of the. 
Shelby Livestock Cooperative Association. The chief problem for discussion 
was that of raising the shipping costs four cents per hundredweight in 
order to meet a growing treasury deficit. After due deliveration the mem- 
bers voted the increase. However, the board was not satisfied that the | 
trouble had been corrected and later authorized a complete analysis of the 
shipping records in order to determine the source of the leak, The county 
agent and myself were asked to cooperate with the manager in formulating 
plans for the making and the supervision of the study. In this connection 
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we secured Mr. W. B. Stout, tHe Smith’ Hughes Vocational Agricultural In- 
structor of the Sidney High School to'do the work; he, in’ return to receive 


graduate credit-at the University. 


mente 
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as follows: 


1. 
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A complete analysis of the shipping records was made for the years of 
1925 and 1926, It developed that a loss»of $3500 was incurred to the asso- 
ciation due to dead and crippled animals in transit. <A further analysis 
showed that 82.4% of the loss had occurred in’ the hog consigninents ‘which com- 
prised 63% of the total head shipments for the tw years. This hog loss was 
equivalent to an insurance fund cost of seven cenis for every hundred pounds 
shipped in 1925 and eleven cents for ‘every hundred pounds shipped in 1926 or 
an average for the two years of 8.5 cents. This loss constituted about half 
of the total home marketing charges of the association. Apparently: this was 
one reason why the total marketing ‘costs had been advanced from 7389 cents 
in 1925 to 76.9 cents per hundredweight in 1926 with a decline in volume of 
30 deckse 


Part of this dead and crippled -loss was attributed to improper load- 
ing on the part of this manager, part to rough handling by the railroad, and 


part to the improper handling of the hogs by the producer just prior to ship- 


At this point, however, a feeling developed that there’ might be «some 
further relationship between swine production practices on the farms and the 
heavy shipping losses to the association. Accordingly s questionnaire deal- 
ing only with swine production and marketing was prepared and mailed over 
the signature ofthe county agent to all ‘the farmers that had used the asso- 
ciation during the year's of 1925 and 1926. ‘The 266 schedules returned rep- 
resented 58.<¢ per cent of the total association membership. An immediate 
summarization of the collected data followed. (Pagesl and 2 of Supplement.) 


A conference was then called for the turposé of studying the informa= 
tion revealed by this survey. The following representatives were oresent: 
county agricultural agent, the manager and a director of the shipping asso- 
ciation, district county agent, hog production specialists of the Animal Hus- 
bandry Department and the Marketing specialist of the Rural Economics Depart- 
ment. AS a result of the problems presented a summary of conditions was made 
together with recommendations for correction and improvement, in outline form 


SITUATION WITH REFERENCE To: ” 


Ae 


Be 


Importance of hogs in the county... sale te: | . ya r 
1. Highest source of income being 21.56 per cent of total farm sales. 


Re 


Housing and farrowing conditions on farms. | 


le 
ceo 
Se 
ee 


Generally distributed throughout the county. 


“ 


Permanent hog houses predominate in county. es ; my 
Estimate 85 ver cent of pigs farrowed in permanent lots. 

Average mumber of litters raised per year two. pat 

Average number of pigs farrowed per litter 6.9, with 8.3 per cent 
dead pigs farrowed per litter and 8.4 per cent weak pigs farrowed 
per litter. 


4897 


IIe 


Ce 


De 


Fe 


Disease and parasite conditions ‘om farms. 

1. Diseases considered as a problem ~ 25 per cent. 
2. Parasites recognized as a problem by 47 per cent. 
36 Worms Siecrocit 3 as a rout by 37 per cent. 


Feeding conditions on Hoon ‘ 

1. Feeding considered as chief problem i 14 per cente 

<e Improper feeding of brood sows and young pigse 

Se A total of 40 per cent fed no mineral in otis - 26-1/2-per 
eent fed mineral occasionally. 

4. Lack of protein supplement in ration. 


Some marketing problems evidenced by producerse 
le Many of the cars are being overloaded by the manager. 
- 2e Some shippers feeding hogs too heavily before delivery to 


association for shipments 
3 Shrinks too heavy in many shipmentse 
4, Shipping expenses too. high. 
5. Shipping service not always available. 


Some implied marketing probiems.- 

1. Producers do not understand market grades. 

2 Producers do not understand importance of seasonal market 
movement Sa 

3e Producers do not understand market fluctuations. 

4. Producers do not understand the proper use of economic 
informatione Hay 


WHAT TO DO 


Ae 


Be 


Ce 


Ds 


Correct feeding conditions by 

le Using minerals. 

Qe Feeding balanced protein rations for brood sows and pigse 
3-e The use of legume pastures in summer months. 

4, The use of protein supplements in dry lot feedings 


Control parasites and diseases by 

le Using clean houses for farrowinge 

ee Using clean lots for young pigse 

3e Double treatment for cholera at time of weaning. 


Correct housing conditions by 
1, Adopting principles of McClean county system. 


Reduce transit losses by 

1. Limiting pré-shipping feed. 

2. Avoiding the overloading of cars. 

3. More care’ in trucking from farm to station. oh 


_ 4 Producers using rations that will grow hogs better ae to 


withstand the Yigors of shippinge 
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Increasing volume, halle iB 7 
Merging shipping points for better railroad connections, im’ 
proving service and Economy in handling, 

Reducing transit losses, | iA 

Shipping fewer light loats,- 


Provide the producer with more information on 


Market erades, ‘ 
How to take advantage of seasonal market movements. 
Market fluctuations, ’ a A 


Characteristic requirements of needs and demands of available 


market outlets. 
Cyclic trends of hog'productione 
General economic information pertinent to the swine industry. 


HOW TO DO IT 


A. Hold a series of meetings in four communities and acmiaint producers 
' with situation by 


1. 


Presenting the analysis of conditions in the communitye 
Presenting the analysis of conditions in the county. | 
Pointing out solution in terms of practices and results, 
Demonstrating how to put solutions into practice. 
Stressing seasonal importance of meetings when possible. ° 


TV. “KIND OF MEETINGS TO BE CONDUCTED 


Ae 


Outline for first series, 


Piel Woh. 


5 


Be 


Se 
ae 
Ss 

Ge 
ae 


le 


Discuss some market losses and their causes due to déad and 
crippled animals, — | ; 


‘Discuss some farm feeding losses, their causes; and probable 


effect on dead and crippled loss, re 
Recommend some remedies for these ‘farm and market losses,’ 
Give a mineral and supplemental feed mixing demonstration. 
Provide mimeograph material covering ubove discussion. 
Hold a question and answer forum, = | 

Lay plans for next meeting. (Page 3 of Supplement. ) 


Outline for second series, 


Discuss the importance of seasonal market movement of Ohio hogs 


and suggest advantages favorable to Ohio that’ will help the 
farmer get the high net dollar, ame 


Discuss diseases and parasites and their influence on farm profits 
and time of marketing. ; . . 


‘Hold a question and answer forum. 


Discuss the advisability of a county wide grading demonstration. 


ud 


Ve FOLLOW UP WORK BY THE COUNTY AGENT ON FIRST SERIES OF MEETINGS, 


le Have neighbors meet and mix “mineral. and ual mental feed re- 
quirements where possible. 

2e Cooperate with local elevators, feed stores or shipping aecn= 
cies in having needed feed ingredients available. . 

3e Get a record of producers using the recommended mineral and 
supplemental rations. 

4, Follow up with farm visits for further instructions and sug- 
gestions on use of feeds and management in. general. 


VIe SOME RESULTS ACCOMPLISHED SINCE 1926. 


- Ae On the farm: 

1. Producers have evidenced increased interest in production and 
marketing. 

2» More mineral and supplemental feeds are being used in communi- 
ties where meetings were held. A group of farmers took home 5 
tons from one neighborhood "mixing bee." 

3. Some demonstrational farms have been established on swine 
sanitatione 


Be In the association: 
1. The association management has been reorganized. 
2e The business records of the association have been revised. : 
3. ‘The bulk of the shipping has been concentrated to three points 
instead of seven. 
4. The volume of the association has increased 32 per cente 
5e Marketing costs have been reduced 21 per cent. 
6. Dead and crippled loss in shipping has been reduced 52 per cént. 


Ce Expansion of projects 
1. The complete program with modifications has been expanded to 


three other counties, and will be continuous until all interested ¢ 
‘ communities have been reached. 
2. ‘The demonstrational meeting on "some farm and market losses" has Nye 


been extended to 17 other counties, and will be continued in 
these and other important swine counties as time permitse 


In connection with the 1928 - 1929 swine program of an adjoining county 
we are adding a junior market pig club project in which the classes are to 
be graded according to terminal market classifications. The farm management 
workers will assist with problems connected with the farm execution of the 
swine sanitation project, in addition to the continuation of their established 
project dealing with dissemination of economic information. 


Our program has not been a one man affair. The contributions from 
other departments of the extension service have been a vital factor in what 
success we may have hades 
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Mre Je We Wuichet of the Animal Husbandry Department, who has charge 
of extension work in swine production has cooperated in this work at all 
times and deserves equal credit for any advancement we have made with our 


joint production and marketing meetings. It has been a splendid and profit- 
able relationship. 


Mr. Be A. Wallace of our department has given you a report covering 
his related extension activities with the grain clevators. Some work of a 
similar nature has been done in the fields of dairy and poultry and egg 
marketing, and 1929 will see the beginning of a similar program developed 
in our important sheep producing counties (see Supplement.). Our experience 
of the past year has brought us face to face with the tremendous possibili- 
ties for further development of extension work along these lines, but as yet 
we are only "groping" in that direction. 


In that conclusion we believe that any coordinated project must be 
flexible enough to be adapted to the varying conditions of county and com- 
munity needse Different phases of work will be the key note of developmant 
as county conditions vary. The county agent is the important factor in the 
Success of such work, he needs assistance, not advice, in analyzing local 
conditions. There is no place for a stiff formal campaign project glorified 
with all the details so common to many such planse 


Furthermore, a program of this type will be difficult of execution 
where production and marketing or marketing and farm management activities 
are extended by the same individual. Correlation of work recognizes the new 
cessity for broad program building. It also recognizes the fact that produc- 
tion and farm management specialists are likely to be poorly informed regard- 
ing the economic problems of marketing, and that the marketing specialist 
would be equally handicapped when he attempts to deal with the problems of 
production and farm management. It recognizes the existence of a close re- 
lationship between the marketing research programs of the experimental stations 
and marketing extension programs so that timely data will be available for 
extension use in meeting new problems as they may arise. And lastly it 
recognizes the farm and community viewpoint of the producer. To apply the 
principles of cooperation to a coordinated extension marketing, farm management 
and production program we recognize one of the basic principles of cooperative 
endeavore It is well that we recognize in this cooperation movement, an in- 
strument through which fundamental improvements ih production, as well as 
better marketing, may be brought about because of the collective human rela- 
tionship which is developed between the producer and the marketing machinery. 
It was an operative problem of a cooperative livestock shipping association 
that definitely pointed the way in Ohiose 


MATERIAL SUPPLEMENTING THE PRECEDING DISCUSSION 
ON 
COORDINATING EXTENSION MARKETING 
FARM MANAGEMENT AND PRODUCTION PROGRAMS 
FROM A MARKETING STANDPOINT 
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COOPERATIVE EXTENSION WORK IN AGRICULTURE AND HOME ECONOMICS 
STATE OF OHIO. 


Ohio State University 


Ue Se Dep't. of Agriculture and Extension Service 
Shelby County Farm Bureau - ~ . County Agent Work 
Cooperating i ah 


Sidney , Ohio 
Dec. 10, 1926 


Dear Sir: 


With the assistance of the Marketing Specialist of the Extension 
Department, we are studying the records of The Shelby Livestock 
Cooperative Association. In doing this work we are placing emphasis 
on our marketing losses and their causes, in order to reduce them and 
enable you to market your livestock more economically. 


Since you have marketed livestock through this association and 
are interested in cutting down the losses, your cooperation is needed 
to aid us in collecting certain information we must have in order to 
study this problem effectively. 


With this brief explanation, will you kindly sit down at your 
earliest convenience and answer the following questions and return to 
us in the enclosed envelope within seven Shae Your reply will be 
kept strictly confidential. 


Thanking you very kindly for this information, I-am: yes 


Very truly yours, . 


Re We Munger: 
‘County Agricultural: hee 
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LIVESTOCK PRODUCTION Ano everest IN SHELBY COUNTY 


(Use pencil if you desire. It will.be. just as atcéptable as pen 
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12. 


136 


146. 


15. 


166 


L7. 


Name Address 


Average. mamber of sows. you breed for fall..litters - 
For spring litters | 


Average size of fall litters spring litters 
Are your sows pure bred or grade Name of breed 
Sires pure bred or grade Name of breed. 


‘What months do your sows farrow for fall litters 


For spring litters 


How many pigs were farrowed in the spring of 1926 
How many were strong weak dead 


How many pigs were farrowed in the fall of 1926 
How many were strong weak dead 


At what age do you wean your fall pigs 
At what age do you wean your spring pigs 
What feeds do you feed before washing 


That feeds do you feed after weaning 


Do you feed minerals in your peices 


Do you mix your own What is it composed of 

Do you use prepared minerals 

Give, names of brands 

Do you feed minerals Se ae canes the feeding period 


Do pigs have pasture range or are they dry lot fed 
If pasture ise is used is it bluegrass, alfalfa, or what 


Are pigs creas for worms. 
At what age are fall pigs treated 
At what age are spring pigs treated 


ie so. what method is used 


Do you have any trouble with diseases, if so name them 

Do you feed your hogs just prior to shipping them 

If so, how many hours before What feeds do you feed 
Are they wet or dry 


If trucked. are hogs carefully loaded 
If not, what is your objective 


What months do you market your hogs 


canes 


~~? 


19, Which of the two factors, weight or price. have the most influence upon 
the time you market your hogs Explain 


20e Do you follow livestock Path ile ascites daily or only when you. have some- 
thing to sell : 


<le What is your biggest production problem 


e2e What is your biggest marketing problem 


DIVISION B 


OUTLINE ON THE PREVENTION OF LOSSES IN SWINE MARKETING, 
by 


Ce We Hammans ' 
Marketing Specialist 


Ie Losses 


ae On the Farm 
le Diseases 
ee Parasites 
3e Improper feeding methods 
4. How these affect losses during process of Roreatine 


be From Farm to Market 
le On the truck 
&»e At the loading station 
Se On the railroad 
4. At the market 
5e In the packing house 
6. How some of these losses are related to farm losses 


II. Importance of Marketing Losses ; 
ae To the Swine Industry of Ohio 


be From Dead and Crippled Animals 
le Value in Ohio 
<e Where and how they occur 
3. Where absorbed 


Cy Caused by Bruisihg 
: le Value in Ohio 
ee How they occur 
3. As observed at the packing house 
4e itis eM aes and what they mean to the producer 
4897 . 
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Value in Ohio 

Causes for 

As observed at eae house 

Where absorbed and what they mean to the producer 


How Handling Influences Tested ing-Losses — 


On 
On 


At 
Le 
De 


By 
le 


Oe 
By 
ihe 
ae 


the Farm 
the Truck 


the: Loading Station 
In the yards 
On the car 


the Transportation Agency 
Switching , 
Movement to market 
Transfer facilities 


terminal market agencies 
tock Yards Companies , 
Commission Agencies - 


IV. Remedies for Reducing Marketing. Losses 


Qe 


De 


Ce 


de 
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Se 


the Farm 

Care in handling 

Use of farm hurdles 

Provide loading chutes 

Avoid overloading truck or wagon 
Use of flap jacks for driving 


the Shipping Station 
Care in handling 
Careful car preparation 
Avoid overloading 


Transporting Agency 

Provide proper loading facilities 
Provide clean cars 

Have sand available for bedding 
Careful switching and speedy transfers 


the Markete 

Careful unloading 

Careful yard handling 

Use of flap jacks for alley driving 


In presenting these factors at discussion or demonstration meetings in 
cooperation with the specialist in swine production, the problems of dead and 
crippled animals, and condemnation loss are given special emphasis because 


en ithe ee 


~~ 


they are closely allied with the production problems of disease conditions on 
the farm and feeding practices employed by the producer. 


OUTLINE ON THE PREVENTION OF LOSSES IN PORK PRODUCTION — ' 


by 


i i : Je We Waichet 
. . Swine Specialist 


Is Diseages 


ae Tuberculosis. Testing of cattle herds and noultry flocks as sources 
of infection. Ey, re 


be Cholera. Systematic imminization with anti-hog cholera serum and 
Viruse 

Ce. Pneumonia. Quarters free from drafts, protection :from quick tempera- 
ture changes and plenty of range for proper lung develofment. 


de Enteritis. Sanitation and care in feeding. 
Ile Parasites. 
a External. Sanitation, dips and disinfectants. 
be Internal. Sanitation based on the McClean County Systeme 
III. Improper feeding methods. 
ae Lack of sufficient amounts or variety of proteins. 
1. The so-called trinity mixture is recommended and amounts to feed 
of suggested, 
be Lack of minerals 
, 1. Mixture recommended - 2 parts ground Jimestone, 2 parts steamed 
bone meal and 1 part salt. 
Ce Lack of vitamins 
le Explanation made that with a good ration vitamins are not a serious 
factor but particularly with winter’ feeding, the poorer the ration, 
the more important is the vitamin supplye 
“de Feeds and methods causing high, shrinks | 
) In present ing these factors at discussion or darmnatcation meetings in 
cooperation with the specialist in livestock marketing, the prohlems uncer im- 


proper feeding methods are given particular emphasis because it is those fac- 
tors which are more closely allied with the marketing problems, 
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sine Meeting 
Suggestive Community Program 
1. Introduction - 10 min. - County Agricultural Agent. 
2. Some Farm and Market Losses and Their Causes - Marketing Specialist - 40 
mine 
ae Pass around photographs showing losses en route. 
be. Pass around mimeograph data on losseSe 
Se Introduce Wuichet - 3 min. - County Agricultural Agent. 
4. Some Remedies for Farm and Market Losses - Swine Spedialist - 40 mine 
ae Pass around photographs of experimental results 
_ with minerals. 
be Pass around bones showing experimental results 
with mineralse 
Ce Tin cup mineral demonstrationse 
d. Tin cup supplemental feed demonstration. 
€. Pass around mimeograph data on minerals, supple- 
ments and sanitation. 


Se Questions and answers - 2O min. 


6. Glose Meeting ( By County Agricultural Agent) - 10 min. 


DIVISION C 
PROPOSED CORRELATED PROGRAM 
for 
Logan County 
FLOCK AND FLEECE IMPROVEMENT 


Developed from the Production Viewpoint 


by 
Le. A. Xauffman 
Sheep Specialist 


Ie General Survey of Situation 
ae County Agent, livestock shipping association manager, a small commit- 
tee of livestock men and specialists in marketing and sheep husbandry 
met to talk over Sheek situation in county one to Bae SURAT hee 


PEO Renes 


489°7 - 6 - 


be A statistical summary of: tha’ ‘agriculture’ of the county showed, 48 , O00 
head of sheep. These sheep returned 25% of’ the income from livestock 
in the county. Out of 12,000 lambs shipped cooperatively in 1928 
less than 60% were good enough to top the:market. ‘The’ reasons for 
this weres 


le Lack of thrift in lambs due to BE particularly piemech 
WOrmSe 

2» Poor feeding. 

Se Off tyne due to inferior breedinge 

4. Failure to dock and castrate. © 

Se Inability of producer to tell when his Lambs were fous 


Ce This committee Gences) on a program of fee comers ieneineiuded : 
le Rarasite control. ee 
&e Use of pure~bred rams and more careful select ion of Perna CWeSe 
3. Standardization of market lambs. eat 
4, Feeding of balanced rations. 
Se Proper preparation of fleeces for market and wool gradinge 


u 


‘II. Presentation of Situation to Extension Committeemen - January 1928. 
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At a subsequent meeting 120 extension committeemen met with the county 
agent and specialists to work out a county Biperee for ange TE eras The 
following is a synopsis of the meétings 


ae Opening discussion by county agent: 


Rie Purpose of meetings 
ee General sheep situation in countye ‘ 
_ 3 The need for improvement. 


‘De Discussion by shipping association manager: 


sore Marketing Bee ulcas presented by rural economics tee hea ay) specialist. 

de Prodiction problems presented by hee (a ae followed by lamb 
erading demonstration, carcass grading and cutting demonstration and 
posting of parasite infected sheepe 


III.e Discussion by Committeemen and Development of County Programe 


IV. County Program. 
ae Conduct stomach worm control dencnetcat ond in every tomship in 
county with sheep population of over 1,000... 


1, Where sheep are on one permanent pasture to treat every, month 
from May until November. 

2. Where forage crops are grown or frequent changes of pasture can be 
made treatments to be given “ey 1, July 1, September 1, and 
November l. 

ne dike 
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Docking and Castrating demonstrations in each township. Each man 
present to actually dock and. castrate lambs. ike 


Ram selection and ewe culling demonstrations in’ every township in 
Julye A 


1. Value of pure-bred rams to be discussed. 

2. vJudging demonstrations. 

3. Comparison of rams brought in by neighbors and Peery of theme 

4. Selection of ewe flock for, uniformity of type, size, age and 
fleece. Culling of off-type, poor fleeced, barren, ois poor 

_uddered ewese 

5. Discussion of breeding problems and value of county preéding 
datese 

6e Recommendations that RL lambs be yeaned in February and March 
so as to be marketed before July 15th. 


November meetings in each township on feeding problems. 


_l. The need for balanced rationse 


Ce 


ee Value of legume hays. 
30 The high protein supplements; their need and value in the ration. 


PROGRAM FOR 1930 


January meetings on flock management problems and lamb troubles.e 


The sheep specialist will be assisted by the marketing specialist who 
will discuss the relationship of flock management to seasonal market movement 


of Ohio 


lambse Comparison of Ohio movement to the United States eee and 


some advantages favorable to Ohioe 


fe 


May and June meetings on shearing, tying, preparation of fleece for 
market and wool grading demonstration. Sheep specialist to be as- 
sisted by Marketing specialist in this series of meetings, County 
Agent responsible for local publicity. Specialists to prepare news 
material for circulars, etce Local community committeemen responsi- 
ble for arrangements for local demonstrations, records, etce 


DIVISION D 


POULTRY PRODUCTION AND MARKETING MERTING NS 


9:30 Problems of Production of Eggs and Poultry. Hes Bae : ae 


Qe 


De 


Ceo 


Hatching Bggse 
Brooding Young Chicks. 
Feeding Young Chicks and Growing Pullets. 


"re 
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10:00 
11:30 
12300 


1:00 


de Worm Controls 

ee. Feeding Laying Hers. 

f.- Home Care of Eggse 

Round Table. Questions from the Membership about Cooperative Marketing. 
Heg Candling Demonstration and Egg Grade Shows 

Family Pot-luck Dinner. 

Local Entertainment 

Moving Picture Showe This will be a first class moving picture show, 


showing cooperative marketing and other phases of agricultural prac- 
ticeS.e 


23:00 Price Level Investigation. 


3300 


he Cooperative Marketing Programe-- Membershinde 


Mre Hammans, Mr. Wertz, Mr. Cray, County Agr'l. Agents, Mr. HE, He Bond, 
Mrs Wm. Ellis, Mr. Carl Vandervort and Mr. F. I. Bell. Also, Ms Le 
Howell and Mr. Lloyd, will be the speakers to appear on the program at 
different meetings to discuss the questions and suggestions outlined 
in the program. This program is general and the plans are for the pur- 
poses of writing in the numbers which are of a local entertainment 
feature. 


ee a 


ha, a as ae 


a 


X 


COOPERATIVE EXTENSION WORK IN AGRICULTURE AND HOME ECONOMICS 


Ue Ss Department of Agriculture bil si Extension Service, Office of 
and State Agricultural Colleges Cooperative, Extension ‘Work; 
arp Layne re 24 ; Washington, D. Shae re 


SPCOCRDINATING EXTENSION MARKETING, FARM MANAGEMENT, JDSh ea 
© PRODUCTION PROGRAMS FROM A MARYETING STANDPOINT#™\.\ °° TY je 


oD » UW AGRICULTURAL ECONO MER \ 
ey Ce We Hammans, ( ISRICDL TURAL £08 FHS | 
Ch, Marketing Specialist, ws. ¢ Fs 


Collere of Agriculture, Ohio State REC cere mat ewe 


The assignment of this subject has caused the writer considerable. 
concern for we have been able to find but little published material dealing 
specifically with coordinating relationship of commodity subject matter ex- 
tension projects. Since developments along these lines have been recent and 
have not yet apparently found their way into printed form we directed the 
following query to eight central states. "Do you have any operative or 
planned extension activities in your State which attempts 10 coordinate ex- 
tension marketing, farm management and production programs into a: unified 
county project adapted to its community needs?" In the replies received we 
noted that many of the States were giving the question considerable thought 
and in a few instances had done some work along these lines, although no 
written contimuous program of projects has yet been evidenced. As one State 
puts it, "no doubt, we are groping in that direction." Some of the state- 
ments made are significant. 


A representative of The Farm Management Department of The Missouri 
College of Agriculture makes the following comment: 


"At this time, i am engaged in writing up a new program of work in 
which I propose to use as a vehicle for farm management extension, and if 
possible, for marketing extension, the agricultural outlook project. In 

_the past three years, we have been holding a State wide series of one day 
regional agricultural outlook conferences in February and March, end, a 
less extensive series on individual Aneel price situations in, the sum 
mer or fall months, as the occasion justifies 


"While this type of extension work has been an unqualified success 
and has met with the enthusiastic approval and plainly evident interest of 
farmers, we have felt that there should be tied in with this work year 
round activities on the part of county extension agents, local leaders and 

..*Address presented before the Central States Extension Conference, Purdue 
University, La Fayette, Ind., Avril 24 to 26, 1929. 


DISTRIBUTION: A copy of this pamphlet hrs been sent to extension directors, 
.marketing extension specialists, and State county agent leaders. 
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the specialist concerned, in which method and result demonstrations would > 
be a part. A "Farm Budgeting Project" would seem to offer a foot hold for 
such demonstrations in farm management and a means of developing some farm 
management demonstrations through farm accounting. As yet, we have not 
been able to settle upon a definite tie up of marketing extension work with 
this program of work," 


A different approach is seen by the following statement made by The 
Department of Rural Economics of the University of Nebraska: 


"The farm management and market specialists office in the Department 
of Rural Economics and are responsible to the department for subject matter. 
As a result their programs are coordinated, although they are really dis- 
tinct programs instead of one enlarged program. 


"Several of the county extension agents are planning to use the re- 
sults from farm record books rather extensively as a basis for a county 
production program. The agent in Cass County, Nebraska, where we have had 
the most farm account books for the longest period of time is using his re- 
sults quite. extensively as a basis for his production program. He is suc- 
ceeding so well that quite a good many of the other agents Have come to 
believe that his plan furnishes the only definite oe 


A third viewpoint is expressed by a paella aie tere of the Department 
of Markets of the University of Kentucky. His summary is as followss 


"In Kentucky we have attempted practically nothing along this line 
with the exception of egg marketing, which has been planned and which will 
be carried out at a future time. 


"Our marketing specialist worked with the county agent in Grayson 
County, Kentucky, and visited a number of buyers of eggs in that countye 
At these visits the need for buying according to grade was emphasized and 
it is. hoped that the buyers will cooperate with us and buy eggs according 
to grade. One big buyer has already agreed to buy eggs according to grade. 
It is planned as soon as the buyers agree to buy eggs according to grade to 
go into Grayson County and hold a series of metings. These meetings will 
be attended by ous marketing.specialist and by a poultry specialist from 
She Poultry Department. The marketing specialist will discuss the market- 
ing of eggs with special emphasis on the need for careful grading and the 
buying of eggs according to grade. He will also demonstrate egg grading 
at the meetings. The poultry specialist will talk generally in regard to 
poultry production and emphasize the need for standardization of breeds to 
get eges of uniform color and also the need for proper feeding and proper 
handling of eggse Such a program we feel will result ina large percentage 
of good eggs being sold in Grayson County, and will also mean Pay the pro- 
ducer will be paid a higher price for good eggse 

Mfnile in Minnesota I did some marketing extension work. One of our 
projects Was to improve the quality of products marketed by growers in 
Minnesotae <A series of potato schools were held which I attended as mar- 
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keting specialist, and Mr. Rose, our extension plant pathologist, was also 
present. I talked about the economic situation in the potato industry and 
the need for marketing high grade potatoes. In this connection I emphasized 
proper grading and demonstrated the U. S« gradese Mr. Hose talked about 
potato production, especially methods of: disease control, We felt this was 
essential because it is necessary to produce potatoes free from disease if 
potatoes of high quality are to be marketed. These meetings were fairly well 
attended and were a means of educating the grower to produce better potatoes 
and market them properly." os 


A different type of development’is noted in Indiana where detailed 
studies of agricultural conditions have been made in a number of countiese 
They plan to use the data- secured as a basis of extension work. In Ohio, 
county analysis stressing the sources of income is growing in use as, a guide 
for building county programs. Seasonal meetings on timely economic informa- 
tion have been successfully conducted in both Ohio and Iowa during the past 
two or three yearse 


From the above comments we note three plans each attempting to bring 
about a closer correlation of certain extension activities - one between 
marketing and farm management, one between farm management and production and 
one between marketing and production. Every State must necessarily develop 
its own individual approach to the problem. A plan suitable to one may not 
meet the required conditions of another. It should make little difference, 

_ however, whether farm management, production or marketing is used as the ve- 
hicle of program development if there is a real need and a demand for a 
correlated program. Certainly a closer unity of working relationships will 
grow out of these associations.as the proposed projects pass through the 


+ 


actual operative stage of experimentation. 


The time has certainly arrived when we can no longer think of the 
problems involved in any extensive scale of agricultural marketing, or deal 
with the economics of market movements of products, or reduce the handling 
and distributive food losses without encountering some of the difficulties 
found in- the production processese 


For example, we know of an Ohio county where about 66% of the veal 
calves sell for a premium on the market. Consequently those who sell calves 
are generally well satisfied with their returns. This condition when anal- 
yzed, however, is largely a reflection of a pure: bred sire project put on 
in the county some six or séven years. age In this same county only about 
40% of the lambs are being sold in the top grades on the market. Obviously 
many of the sheep producers have not been satisfied with the market grades 

“peceived and the corresponding price paid for their lambs. They think 
something is wrong and they are right. But the trouble exists largely with 
the producers He does not appreciate the relationship and the importance of 
controlling parasites and the necessity of proper feeding if he is to make 
finished lambs at the weight demanded by the higher quality market grades. 


. 
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To further illustrate the marketing viewpoint we might analyze some 
of the losses which occur during the process of marketing hogse Approxi- 
mately 150,000 hog carcasses were condemned under Federal Inspection in 1928. 
On the basis of the average Chicago price paid for packer and shipper purty 
chases this loss approximated‘three and a quarter million dollarse It is 
important to note in this connection that 49% of this loss was due to hog 
cholera and tuberculosis, two farm diseases, the control of which lies al- 
most entirely within the nands of the producer. Sooner or later packer kill- 
ing sheets will determine the location of heavy o:sease infected arease 
Under such conditions one cannot criticise the pacxer for avoiding further 
purchases from these districts, as first choice, or a discounting Of price 
paid accordingly to cover the occurrence of such losse There are places in 
the Corn Belt where such conditions exist. The producer who is unfortunate 
enough to be‘raising hogs in- such’ places has a real marketing. problem to 
meet. In Ohio this situation becomes more critical where cooperative direct- 
to-packer selling is being developed in some counties on the basis of a 
guaranteed yield and disease free carcasses on the rail. On the other hand 
these marketing losses are small compared to corresponding production losse€Se 
The average anmial farm loss from hog cholera alone was approximately 
$26,000,000 for the years 1920 to 1928 inclusive according to a statement 
made by the Bureau of Animal Tndustrye No one can deny an existing rela- 
tionship in this situation. The elimination of these farm losses would ° 
automatically eliminate the corresponding market losseSe 

Since this loss problem is combined in poth the production and the 
marketing processes it would seem that the best extension approach to its 
solution would be by a combined project executed by both. a marketing special- 
ist and a hog production specialist. The producer ‘point, of view snould be 
the guide to its development. The farmer, not the extension service, is . 
face to face with the problems involved in the production and marketing of 
qiality hogse Thus the extension man in marketing must concern himself not 
only with specific marketing problems but with farm and community problems 
related to marketinge j 2 


Considerable wortt along these lines has been done on a coordinated 
extension marketing and extension production project in Ohio during the past 
two yearse To illustrate the method of approach we will make a rather de- 
tailed statement covering the dévelopment of cur operative marketing and 
production swine progTraMe ‘ae eee : 


Back in 1926 we received a request from Mre Re We Munger, county. 
aericultural agent of Shelby County, to attend the annual meeting of the 
‘Shelby Livestock Cooperative Association. The chief problem for discussion 
was that of raising the shipping costs four cents per hundredweight in 
order to meet a frowing treasury deficit. After due deliveration the mem- 
bers voted the increase. However, the board was not. satisfied that the 
trouble had been corrected and later authorized a complete analysis of the 
shipping records in order to determine the source of the’ leak. The. county 
agent and myself were asked to cooperate with the manager in formulating 
plans for the making and the supervision of the study, In this connection 
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we secured Mr. W. B. Stout’, the Smith Hughes Vocational ‘Agric cultural ‘In- 
structor of the Sidney High School to do tne a he, in” “return to receive 
graduate credit at the! University. ; 

A complete seals of the shipping records was made for the years of 
1925 and 1926. It developed that a loss of $3500 was incurred to the asso- 
clation due to dead and crippled animals in trans ite A farther analysis 
showed that 82.4% of the loss hed occurred in the hog consignments which com- 
prised 63% of ae total head shipments for’ the tw years. This hog loss was 
equivalent to an insurance fund cost of sévén cenis for every hundred pounds 
shipped in 1925 and eleven cents for every hundred pounds shipped in 1926 or 
an average for the two years of 8.5 cents, This loss constituted about half 
of the total home marketing charges of the association. Apparently this was 
one reason why the total market ing costs had been advanced from 73.9 cents 
in 1925 to 76.9 cents per hundredweight in eee: with a decline in: volume of 
30 decks. * 

Part of this dead and crippled loss was attrituted to improper load- 
ing on the part of this manager, part to rovigh ‘handling by. the railroad, and 
part to the improper handling of the hogs by the producer just prior to ship 
mente At this point, however, a feeling developed that there might be some 
further relationship between swine production practices on the farms and the 
heavy shipping losses to the association. Accordingly a questionnaire deal- 
ing only with swine production and marketing was prepared and mailed over 
the signature of the county agent to all the farmers that had used the asso- 
meee? see the years of 1925 and 1926. The 286 schedules returned rep- 

sented 58.<c per cent of the total association membership. An inmediate 
ails aaa of the collected data followed. (Pagesl and 2 of Supplement.) 


A conference was then called Yor the purpose of studying the informa= 
tion revealed by this survey. The followins representatives were oresent: 
county agricultural agent, the manager and a director of the shipping asso- 
ciation, district county ene hog production specialists of the Animal Hus- 
bandry Department and the Marketing specialist of the Rural Economics Depart— 
mente. As a result of the problems presented a summary of conditions was made 
together with recommendations for correction and improvement, in.outline form 
as follows: 


1. SITUATION WITH REFERENCE To: 


Ae Importance of hogs in the county. 
1. Highest. source of income being. 21.66 per cent of total farm sales. 
ee Generally distributed throuz shout the county. 


Be Housing and farrowing conditions on farms. . : 
1. Permanent hog houses predominate in ae 
ee Hstimate 85 ver cent of pigs farrowed in permanent lots 
AEN aie 35e Average number of litters raised per year two. 

4, Average number of pigs. farrowed per litter 6.9, with 8.3 per cent 
dead pigs farrowed per litter and 8.4 per cent weak pigs farrowed 
per litter. 
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Disease and parasite conditions. on farmse 

le Diseases considered as a problem -. 25 per. cent. 

2, Parasites recognized as a problem by 47 per cente | 
Be eit recognized as a aaa oy 37 per cent. 


Feeding. a attiads on: “farmse 

le Feeding considered as chief mranlen by. 14 per esas 

2. Improper feeding of brood sows and young pigse 

3e A total of 40 per cent fed no mineral in ration - 26~1/2 per 
cent fed mineral occasionally. mee 

4. Lack of protein supplement in ration. 


Some marketing problems evidenced by producer se 

1. Many of the cars are being overloaded by the manager s 

2. Some shippers feeding hogs too heavily pefore delivery to 
‘association for shipments 

%. Shrinks too heavy in many shipmentse 

4. Shipping expenses too. high. . 

5e Shipping service not always available. 


Some implied marketing probiemse 

1. Producers do not understand market erates 

2e Producers do not understand importance of seasonal market 
movement se 


3. Producers do not understand market fluctuations. 


4, Producers do not understand the proper use of economic 
informatione 


WHAT TO DO 


Ae 


Be 


Ca 


De 


Correct feeding conditions by 

1. Using minerals. 

2. Feeding balanced protein rations for brood sows and pigse 
3, The use of legume pastures in summer months. 

4, The use of protein supplements in dry lot feedingée 


Control parasites and diseases by 

le Using clean houses for farrowing. 

2. Using clean lots for young pigse 

%. Double treatment for cholera at time of weaning. 


Correct housing conditions by 
1. Adopting principles of McClean county system. 


Reduce transit losses by 
le Limiting pre-shipping feed. 
2. Avoiding:the overloading of cars. 


‘3. More care in trucking from farm to stations 


4. Producers using rations that will grow hogs better able to 
eee the ore of shipping. 
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Reduce shipping expenses by 


le 
ae 


oe 


4e 


Increasing volume, 


Merging shipping points for better railroad connections; im- 


proving service and economy in handling. 


Reducing transit losses, 
Shipping fewer light loadg. 


He Provide the producer with more information on 


Tile 


Ae 


“le Market grades, | 

es How to take advantage of seasonal market movements. 

3e Market fluctuations. ch ag 

4. Characteristic requirements of needs and demands of' available 

market outlets. 

Se Cyclic trends of hog productions 

Ge General economic information pertinent to the swine industry. 
How To Do IT 


1, 


‘Hold a series of meetings in four communities and acquaint producers 
with situation by et) "hie oo ere 


Presenting the analysis of conditions in the communitye 
Presenting the analysis of conditions in the countye 
Pointing out solution in terms of practices and results. 
Demonstrating how to put solutions into practice. 
Stressing seasonal importance of meetings when possible. 


IV. KIND OF MEETINGS TO BE CONDUCTED 


Ae 


Be 


Outline for first series. 


dg ir 


Le 


Discuss some market losses and ‘their causes die to dead, and 
eripoledvanimats. | We weet a, 
Discuss some farm feeding losses, their causes, and probable 
effect on dead and crippled loss. | Ne 
Recommend some remedies for these farm and market losses. * 


Give a mineral and supplemental feed mixing demonstration. 


A 


Provide mimeograph material covering ubove discussion. 


Hold a question and answer forum, © 
Lay plans for next meeting. (Page 3 of Supplement, ) 


‘Outline for second series, * 


rie 


Discuss the importance of seasonal market movement of Ohio hogs 
and suggest advantages favorable to Ohio that will help the 

farmer get the high net dollar. aah ge: 

Discuss diseases and parasites and their influence on farm profits 
and time of marketing. 

Hold a question and answer forum. | 
Discuss the advisability of a county wide grading demonstration, 


re iou 


Ve FOLLOW UP WORK BY THE COUNTY AGENT ON FIRST SERIES OF MEETINGS, 


le Have neighbors meet and mix mineral and supplemental feed re- 
quirements where possiblé. 

2e Cooperate with local elevators, feed stores or shipping agen- 
cies in having needed feed ingredients available. 

3. Get a record of producers using the recommended mineral and 
supplemental rations. = 

A, Follow up with farm visits for further instructions and sug- 
gestions on use of feeds and management in general. 


Vie SOME RESULTS ACCOMPLISHED SINCE 1926. 


MoOne ane etarm: 

1. Producers have evidenced increased interest in production and 
marketing. 

2, More mineral and supplemental feeds are being used in communi- 
ties where meetings were held. A group of farmers took home 5 
tons from one neighborhood "mixing bee." 

3, Some demonstrational farms have been established on swine 

" sanitation. 


Be. In the association: 
1. The association management has been reorganizede 
2, The business records of the association have been revisede 
3. The bulk of the shipping has been concentrated to three points 
instead of sevene 
4, The volume of the association has increased 32 per cente 
5. Marketing costs have been reduced 21 per cent. 
6. Dead and crippled loss in shipping has been reduced 52 per cénte 


G, Hxpansion of projects 
1. The complete program with modifications has been expanded to 
three other counties, and will be continuous until all interested 
communities have been reached. . 
2. The demonstrational meeting on "some farm and market losses" has 
een extended to 17 other counties, and will be continued in 
these and other important swine counties as time permit se 


‘In connection with the 1928 - 1929 swine program of an adjoining county 
we are adding a junior market pig club project in which the classes are to 
pe graded according to terminal market classifications. The farm management 
workers will assist with problems connected with the farm execution of the 
gwine sanitation project, in addition to ‘the contimiation of their established 
project dealing with dissemination of economic information. , 


Our program has not been a one man affaire The contributions from 
other departments of the extension service have been a vital factor in what 
success we may have hade 
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Mre Je We Wuichet of the Animal Husbandry Department, who has charge 
of extension work in swine production has cooperated in this work at all 
times and deserves equal credit for any advancement we have made with our 
joint production and marketing meetings. It has been a splendid and profit- 
able relationship. 


Mr. Be A. Wallace of our department has given you a report covering 
his related extension activities with the grain elevators. Some work of a 
similar nature has been done in the fields of dairy and poultry and egg 
marketing, and 1929 will see the beginning of a similar program developed 
in our important sheep producing counties (see Supplement.). Our experience 
of the past year has brought us face to face with the tremendous possibili- 
ties for further development of extension work along these lines, but as yet 
we are only "groping" in that direction. 


In that conclusion we believe that any coordinated project must be 
flexible enough to be adapted to the varying conditions of county and com- 
munity needse Different phases of work will be the key note of developmant 
as county conditions vary. ‘The county agent is the important factor in the 
success of such work, he needs assistance, not advice, in analyzing local 
conditions. There is no place for a stiff formal campaign project glorified 
with all the details so common to many such plans. 


Furthermore, a program of this type will be difficult of execution 
where production and marketing or marketing and farm management activities 
are extended by the same individual. Correlation of work recognizes the new 
cessity for broad program building. It also recognizes the fact that produc- 
tion and farm management specialists are likely to be poorly informed regard- 
ing the economic problems of marketing, and that the marketing specialist 
would be equally handicapped when he attempts to deal with the problems of 
production and farm management. It recognizes the existence of a close re- 
lationship between the marketing research programs of the experimental stations 
and marketing extension programs so that timely data will be available for 
extension use in meeting new problems as they may arise. And lastly it 
recognizes the farm and community viewpoint of the producer. To apply the 
principles of cooperation to a coordinated extension marketing, farm management 
and production program we recognize one of the basic principles of cooperative 
endeavor. It is well that we recognize in this cooperation movement, an in- 
strument through which fundamental improvements ih production, as well as 
better marketing, may be brought about because of the collective human rela- 
tionship which is developed between the producer and the marketing machinerye 
It was an operative problem of a cooperative livestock shipping association 
that definitely pointed the way in Ohio. 


MATERIAL SUPPLEMENTING THE PRECEDING DISCUSSION 
ON 
COORDINATING EXTENSION MARKETING 
PARM MANAGEMENT AND PRODUCTION PROGRAMS 
FROM A MARKETING STANDPOINT 
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‘ODIVISION-A » 


COOPERATIVE EXTENSION WORK IN AGRICULTURE AND HOME SESE SE : 
STATE OF CHIO. 


Ohio State University 


Ue Se Dep't. of Agriculture and Extension Service 
Shelby County Farm Bureau pene County Agent Work 
Cooperating by 


‘Sidney, Ohio 
pecs 10, 1926 


Dear Sir: 


With the assistance of the Marketing Specialist of the Extension 
Department, we are studying the records of The Shelby Livestock ., 
Cooperative Association. In doing this work we are placing emphasis 
on our marketing losses and their causes, in order to reduce them and 
enable you to market your livestock more ‘economically. 


Since you have marketed livestock through this Lenea eae and 
are interested in cutting down the losses, your cooperation is needed 
to aid us in collecting certain information we must have in order to 
study this problem effectively. 


With this brief explanation, will you kindly sit down at your 
earliest convenience and answer the following questions and return to 
us in the enclosed envelope within seven dayse Your reply will be 
kept strictly confidential. 

Thanking you very kindly for this information, I am 


Very truly yours, 


Re We Munger 
County Agricultural apent 
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LIVESTOCK PRODUCTION AND MARKETING IN SHELBY COUNTY 
(Use pencil if you desiree It will be just as acceptable as .pen and ink) 


1. Name 


Addresses 


Ze Average number. of sows you breed for fall litters = = 
For spring litters Pe 


3. Average size of fall litters spring litters 
4, Are your sows pure bred or grade Name of breed 
Sires pure bred or grade Name of breed 


5. What months do your sows farrow for fall litters 
For spring litters 


6. How many pigs were farrowed in the spring of 1926 
How many were strong weak dead 


7, How many pigs were farrowed in the fall of 1926 
How many were strong weak dead 


8, At what age do you wean your fall pigs 
9, At what age do you wean your spring pigs 
10. What feeds do you feed before washing 
ll. What feeds do you feed after weaning 
12. Do you feed minerals in your ration 
Do you mix your own What is it composed of 
Do you use prepared minerals 
Give names of brands 


Do you feed minerals daily through the feeding period 


13. Do pigs have pasture range or are they ary lot fed 
If pasture range is used ig it bluegrass, alfalfa, or what 


14, Are pigs treated for worms If so what method is used 
At what age are fall pigs treated 
At what age are spring pigs treated 

15, Do you have any trouble with diseases, if so name them 

16. Do you feed your hogs just spraior) co shipping them 
If so, how many hours before What feeds do you feed 


Are they wet or dry 


17. If trucked are hogs carefully loaded 
If not, what is your objective 


18, What months do you market your hogs 
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19, Which of the two factors, weight or price have the most influence upon 
the time you market your hogs Explain . ah 


20¢ Do you follow livestock market reports daily or only when you Rave ad 
thing to sell 


ele What is your biggest production problem 


ece What is your biggest marketing problem 


DIVISION B 


OUTLINE ON THE PREVENTION OF LOSSES IN. SWINE MARKETING 
Dye 


Ce We Hammans 
Marketing Specialist 


Te Losses 


@e On the Farm 
le Diseases 
Qe Parasites 
3e Improper feeding methods 
4. How these affect losses during process of marketing 


be From Farm to Market 
Pe On etne truce 
ee At the loading station 
Se On the railroad 
A. At the market 
5. In the packing house 
6. How some of these losses are related to farm losses 


II. Importance of Marketing Losses 
ae To the Swine Industry of Ohio 


: be From Dead and Crippled Animals s 
1. Value in Ohio Pha pe % 
ee Where and how they occur 

: 3, Where absorbed 


Ce Caused by Bruising 
le Value in Ohio 
ee How they occur 
3. As observed at the packing house 
4, Where absorbed and what they mean to the producer 
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d. Caused by Carcass Condemnation 
1. Yalue in. Obtio 
2,’ Causes for 
3. As observed at packing house 
A, Where absorbed and what they mean to the producer 


III. How Handling Influences Market ing Losses 
ae On the Farm 
eu Cheyne) macs. 


ce At the Loading Station 
de In the yards 
Peon, vne 1a. 


de By the Transportation Agency 
1. Switching 
2. Movement to market 
%, Transfer facilities 


e. By terminal market agencies 
1. Stock Yards Companies 
2. Commission Agencies 


Iv, Remedies for Reducing Marketing Losses 


ae On the Farm 
1e Care in handling 
2. Use of farm hurdles 
3, Provide loading chutes 
4, Avoid overloading truck or wagon 
5. Use of flap jacks for driving 


be At the Shipping Station 
le Care in handling 
2, Careful car preparation 
%, Avoid overloading 


ce By Transporting Agency 
1. Provide proper loading facilities 
2. Provide clean cars 
3, Have sand available for bedding 
4, Careful switching and speedy transfers 


de At the Market. 
1. Careful unloading 
2. Careful yard handling 
3. Use of flap jacks for alley driving 


In presenting these factors at discussion or demonstration meetings sha’ 
cooperation with the specialist in swine production, the problems of dead and 


crippled animals, and condemnation loss are given special emphasis because 
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they are closely allied with the production problems of disease conditions on 
the farm and feeding practices employed by the producer. 


OUTLINE ON THE PREVENTION OF LOSSES IN PORK PRODUCTION | 
by 


Je We Wuichet 
Swine Specialist 


Ie Diseases 


ae Tuberculosis. “Testing of cattle herds and noultry flocks as sources 
of infection. Pe Aa 


4 


be Cholera, Systematic immunization with anti-hog cholera serum and 
virus. 


c. Pneumonia. Quarters free from drafts, protection from quick tempera- 
ture changes and plenty of range for proper lung development. 


ds Enteritis. Sanitation and care in feeding. 
Ile Parasites. 
a. External. Sanitation, dips and disinfectants. 
be Internal. Sanitation based on the McClean County Systeme 
III. Improper feeding methods. 
ae Lack of sufficient amounts or variety of proteins. 
1. The so-called trinity mixture is recommended and amounts to feed 
suggested. 
>. Lack of minerals Ms 
1. Mixture recommended - 2 parts ground limestone, © parts steamed 
bone meal and 1 part salt. 
ce Lack of vitamins 
1. Explanation made that with a good ration vitamins are not a serious 
factor but particularly with winter feeding, the poorer the ration, 
the more important is the vitamin supply e 
-d, Feeds and methods causing high shrinks 
In presenting these factors at discussion or demonstration meetings in 
cooperation with the specialist in livestock marketing, the problems uncer im- 


proper feeding methods are given particular emphasis because it is those fac- 
tors which are more closely allied with the marketing problems. 
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Suggestive Community Program .. : Neale ; 
1. Introduction - 10 min. - County Agricultural Agent. 
2, Some Farm and Market Losses and Their Causes - Marketing Specialist - 40 
mine 
a. Pass around photographs showing losses en routée 
be. Pass around mimeograph data on losseSe 
3. Introduce Wuichet - 3 min. - County Agricultural Agent. 
4. Some Remedies for Farm and Market Losses - Swine Spedialist - 40 mine 
ae Pass around photographs of experimental results 
with mineralse 
be Pass around bones showing experimental results 
with mineralse 
ce Tin cup mineral demonstrations. 
d.. Tin cup supplemental feed demonstration. 


-@. Pass around mimeograph data on minerals, supple- 
ments and sanitation. 


5. Questions and answers - 20 min. 


6. @lose Meeting ( By County Agricultural Agent) - 10 min. 


DIVISION C 
PROPOSED CORRELATED PROGRAM 
for 
Logan County 
FLOCK AND FLEECE IMPROVEMENT 
Developed from the Production Viewpoint 
by 
Le A. Xauffman 
Sheep Specialist 
Ie General Survey of Situation 
ae County Agent, livestock shipping association manager, a small commit- 
tee of livestock men and specialists in marketing and sheep husbandry 
met to talk over sheep situation in county ond to consider outstanding 


problems. 
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A statistical summary of the agriculture of the county showed 48,000 
head of sheep. ‘These sheep returned 25% of the income. from livestock 


in the county. Out of 12,000 lambs shipped cooperatively in 1928 


less than 60% were good enough'to top the market. The reasons for 
this weres , 


l. lack of thrift in lambs due to Pee a a ae a pionach 
WOTMS 
&e Poor feeding, 


a 


Se Off type due to inferior breedings © 


4. Failure to dock and castrate. 
Se Inability of producer to tell when nis dans were fat. 


This committee agreed on a program of ion cenen mR teen included: 


le Rarasite control. ys 

ee Use of pure~bred rams and more careful Belectinn of brood CWESe 
3. Standardization 6f market lambs.’ i a 

4, Feeding of balanced rationse 

Oe Proper preparation of fleeces for market and wool. gradings 


° 


‘II. Presentation of Situation to Extension Gommitteemen - January 1928. 


At a subsequent meeting 120 extension committeemen met with the county 


agent and specialists to work out a county program for SoeeD SET caus The 


following is a synopsis of the meetings. 


Qe 


au 


Ce 


de 


IITs 
IV. 


Qe 
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e 
Opening discussion by county agent: 


le Purpose of meeting. 
ee General sheep situation in Caan: 


3 The need for improvemente 


Discussion by shipping association manager: 


Marketing problems presented by rural economics marketing specialist. 


be 


Production problems presented by sheep specialist followed by lamb 


grading demonstration, carcass grading and cutting demonstration and 
posting of parasite infected sheepe 


Discussion by Committeemen and Development of County Programe 


County Program. 


Conduct stomach worm control demonstrations in very, township in | 
county with sheep population of over 1,000.. 


le Where sheep are on one permanent pasture to treat every month 
from May until November. 
2e Where forage’ crops are grown or. frequent changes of pasture can be 
made treatments to be kas May 1, July 1, September 1, and 
November l. 
oy gee 
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bs Docking and Castrating‘ demonstrations in each tomship.. Each man 
present to actually dock and castrate lambs. 


ce Ram selection and ewe culling demonstrations in every township in 
Julye g 


1. Value of pure-bred rams to be discussed. 

2. Judging demonstrations. a 

3, Comparison of rams brought in by neighbors and judging of theme 

4, Selection of ewe flock for, uniformity of type, size, age and 
fleece. Culling of off-tbype, poor fleeced, barren, old, poor 
‘uddered ewese | 

5. Discussion of breeding problems and value of county breeding 
datese eae . 

6. Recommendations that all lambs be yeaned in February and March 
so.as to be marketed before July 15th. 


de November meetings in each township on feeding problems. 
1. The need for balanced rationse 
2e Value of legume hays. 
3. The high protein supplements; their need and value in the ration. 
PROGRAM FOR 1930 
e. January meetings on flock management problems and lamb troublese 
The sheep specialist will be assisted by the marketing specialist who 
will discuss the relationship of flock management to seasonal market movement 
of Ohio lambs. Comparison of Ohio movement to the United States movement and 
some advantages favorable to Ohioe 
f, May and June meetings on shearing, tying, preparation of fleece for 
market and wool grading demonstration. Sheep specialist to be as- 
sisted by Marketing specialist in this series of meetings. County 
Agent responsible for local publicity. Specialists to prepare news 
material for circulars, etce Local community committeemen responsi- 
ble for arrangements for local demonstrations, records, etCe 
DIVISION D 
POULTRY PRODUCTION AND MARKETING MEETING 
9:20 Problems of Production of Eggs and Poultrye 
ae Hatching Lggse 
De Brooding Young Chicks. 
ce Feeding Young Chicks and Growing Pullets. 


aS) tates 


oe: 
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de Worm Control, 

é. Feeding Laying Hens. 

fe Home Care of Eggse 

Round Table. Questions from the Membership about Cooperative Marketing. 
Egg Candling Demonstration and Egg Grade Shows 

Family Pot-luck Dinner. 

Local Entertainment 

Moving Picture Show. This will be a first class moving picture show, 


showing cooperative marketing and other phases of agricultural prac- 
tices. 


2:00 Price Level Investigation. 


3300 


he Cooperative Marketing Program.e-- Membershin. 


Mre Hammans, Mr. Wertz, Mr. Cray, County Agr'l. Agents, Mr. EH, He Bond, 
Myre Woe Ellis, Mre Carl Vandervort and Mr. Fe. Ie Bell. Also, Me Le 
Howell and Mr. Lloyd, will be the speakers to appear on the program at 
different meetings to discuss the questions and suggestions outlined 

in the program. This program is general and the plans are for the pur- 
poses of writing in the numbers which are of a local entertainment 
feature. 


